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Away... And Why Should It? 
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SMaLL SAL@S=BIG PROFITS! 


$ 3120.00 
PER DAY 


That's the kind of annualized premium you can produce in 
one day with LifeAmerica’s state-of-the-art mass marketing 
programs for employers or associations. 


And it’s easy. 


Especially with these field-proven advantages: 


@ Five life minimum 
e Hassle-free service 
e Favorable underwriting 


e Term, permanent or combination 


e Super-competitive rates & values 
@ Choice of riders including annuities 


e@ And much, much more! 


*Based on 15 enrollments at $4 weekly each. 


FIND OUT MORE! 


Whether you're a veteran mass-marketer or just know of 
a likely case, it pays to have the facts at your fingertips. 
See your LifeAmerica Idea Counselor 

or send for more information today. 


LifeAmerica is the tradename of 

The Colonial Life Insurance Company of America 
Chubb/Colonial Life Insurance Company of America 
members of the Chubb Group of insurance Companies 


To: John S. Ryan, Senior Vice President 


SB 


LifeAmerica, PO. Box 216, Parsippany, NJ 07054 
Jack, | want to know more about LifeAmerica's mass marketing ideas. Please tell 


me about them 
you to handle 


including commissions. | understand no case is too large for 
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THE #1 SOURCE FOR INSURANCE INDUSTRY MAILING LISTS 


PROSPECTING LISTS 

Federal Government Executives GS9-18 
Federal Government Employees GS4-8 
Federal Employees at Home or Business 
Lawyers and Law Firms 

Medical Mailing Lists 

School Mailing Lists 

Energy and Environmental Lists 
American Businesses 

Top Executives 

Business Managers 
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Homeowner Mailing Lists 

Senior Citizens and Pre-Retirees 
Opportunity Seekers/Book Buyers 
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543,163 
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RECRUITING LISTS 
Life and Disability Agents 
Property and Casualty Agents 
High Volume Producers 
(MDRT's & CLU's) 
Life Insurance Agencies & 
Financial Planners 
Property and Casualty Agencies 
Life & Health Ins. Co 
Home Offices 
Property & Casualty Ins. Co 
Home Offices 


NO. NAMES 
1,300,000 
250,000 
42,000 


70,000 


20,000 
1,800 


1,400 


Lists sorted by zip code and sectional center. Available 
on pressure labels, cheshire labels or magnetic tape 


Senior Citizens and Pre-Retirees—we can provide names of Senior Citizens (age 
65+) or Pre-Retirees (age 55-65) in all states. More than 25 million names on com- 
puter. Most complete list available to health insurance companies offering medicare 
policies, or casualty companies offering senior driver auto policies. 

70 million homeowners with phone numbers—excellent prospects for mortgage in- 
surance, homeowners insurance, programming or financial planning. 


GEORGE STERNE AGENCY 
8361 Vickers. Suite 304.San Diego. CA 92111 © Phone (714) 560-6922 
SEND FOR FREE DESCRIPTIVE BROCHURE SHOWING BREAKDOWN BY SECTIONAL CENTERS 
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Somewhere to Go, Someone to Talk With 

Ragan, June, p. 37 
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Building IRA Sales Adams, Coughlin, 
Hurwitz, Shelor, Yaney, February, p. 42 
Life Insurance First, IRAs Second 

Bernstein, February, p. 36 
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INSURANCE 


PORTFOLIO 


Here's a classy way to present policies to 
your customers, and a great way to get your 
name in their hands on a gift they'll use. 


e Heavy gauge Floridian-grain vinyl « Full 9%" x 14%" 
SPECIAL OFFER 
e FREE gold stamp (up to four lines) ¢ FREE shipping and handling on prepaid orders 
e FREE men's or women's $25 leather wallet on prepaid orders of $100 or more 


Orders shipped within 10 working days. Call for quotes on custom printing or quantities over 
1000. For more information or to order by phone, call Phil Kurland, 


301-797-4900 


 claaiaaiaieainaieaieaatatedataaed 





Qty 1000 500 250 100 50 25 12min 
Price 49 60 64 69 79 89 99 








© Please Rush me Portfolios (#2500). 
0) Enclosed is my check for $__ESESESEEEEE 


0 Charge my 0 VISA, 0 MASTER CARD 
exp. date Card # 

0) MC Bank #_ 

D Bill me (net 30 days) and include $5 for shipping/ 
handling. | am D&B Rated 

NAME 








Mail today to: Specialty Manufacturing. Dept. 156, 
858 Willow Circle, P.O. Box 271 
Maryland 21740 


Note quantity of each color 
Black Brown _..__. Navy ___ 


Hagerstown 


If imprint is desired, please note exact information 
on separate sheet. Logo gold stamp available for 
$18 charge per order. Send camera-ready art 


0 I'm interested, please send me a FREE CATALOG. 
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ADDRESS (no P.O. Boxes) 
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ZONE-STATE MANAGERS 
PAYROLL DEDUCTION 
AND DIRECT 
MASS MARKETING 
FOR 
EMPLOYERS/ASSOCS./UNIONS, ETC. 


$30-$ 125,000 + 
100% VESTED 


Daily Commission Advance & 
Development Loan Option 
USA’s Best Accident Supp. to 
Workers Comp. 
New Consumer Cancer 155 
“Guaranteed Issue” Life for 2+ 
Disability Income, 24 Hour 
Hospital 80/20 Plan 
Exclusive Laid Up, Laid Off or 
Fired Premium Waiver 
@ Over 10,000 Participating Groups 
e Excellent Prospecting Assistance 


Voluntary PRD Group Marketing 
Background Required 














Area Reps & Regional Manager Openings 
All States except: CT, ME, MD, NJ, NY & VT 


Send Resume Immediately to NSMD .. . 
c/o SuppliCARE Group Services 
6710 Variel Avenue 
Canoga Park, CA 91303 
or call (213) 999-0645 
300% AND MORE ADVANCE PAID 
ON SUBMITTED & PAID BUSINESS 








For Women... 


OPPORTUNITIES 
UNLIMITED 


“I have been selling insurance for over 
25 years, and I sell over 90% men. 
Clients do not care what sex you are 
if you are knowledgeable and sincere in 
helping to solve their problems, whether 
it be business insurance or personal.” 


The above quote taken from Jim Bal- 
lew’s book, “For Women . . . OPPOR- 
TUNITIES UNLIMITED,” reflects the 
tone of the entire book with its posi- 
tive attitude about the possibilities of 
women’s success as career/professional 
life underwriters. 

While designed especially for use in 
recruiting and training women agents, 
the book will prove enlightening and 
helpful to all who read it. 


SINGLE COPY — $2.50 


The Rough Notes Company, Inc. 


P. O. Box 564 
Indianapolis, IN 46206 
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INSURANCE SALES 
**How else would I know what to charge you 
for an office call this morning?” 


Rough Notes’ INSURANCE SALES 
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